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Wolverine World Wide 

9341 Cortland Dr. 

Rockford, Mich. 49341 

Chrm. of the Board & Pres.: 
Seelye, Alfred L. 

Wolverine Brand: Brost, Rube 

Hush Puppies: Casalaro, Sal 


Wood, A. R. Mfg. Co. 
E. Maple St. 
P.O. Box 218 
Luverne, Minn. 56156 
Pres.: Lippi, D. M. 
Vice Pres. & Sls. 
Stoterau, Don A. 
Mktg. Mgr.: Crust, Don 
Adv. Mgr.: Valtonville, George 


Wood Brothers, Inc. 


P.O. Box 148 

Oregon, ill. 61061 

Pres.: Wood, K. S 

Exec. Vice Pres.: Wood, Mervel 
Sls. & Adv. Mgr.: Kasper, H. D. 


Woodstream Corp. 


P.O. Box 327 

Lititz, Pa. 17543 

Pres.: Woolworth, R. G. 

Vice Pres.: Sis.: Morrison, D. S. 
Secy.: Straley, C. C. 


Woody’s Poultry Supply 
P.O. Box 638 

Livingston, Cal. 95334 
Secy.-Treas.: Gustafson, L. M. 


Woolfolk Chemical Works, 
Ltd. 


E. Main St. 

Fort Valley, Ga. 31030 

Gen. Mgr.: Cleveland, T. W., Sr. 
Sls. Mgr.: Young, Virgil H., Jr. 
Purch. Agent: Lipfert, J. C. 
Entomologist: Alden, John C. 


Worley Mills, Inc. 


Clovis, N. M. 
Pres.: Worley, C. M. 


Wright-Bernet, Inc. 
1524 Bender Ave. 
Hamilton, Ohio 45011 
513) 869-8008 

s. Mgr.: Bernet, Robert 


Wyatt Mfg. Co., Inc. 
Box 1227 
501 N. Fifth 
Salina, Kan. 67401 
tong 825-5441 
res. & Gen. Mgr.: Aird, T. G. 


Wyeth Laboratories 


P.O. Box 8299 
Philadelphia, Pa. 19101 
Adv. Sup.: Horty, John F. 


Yard-Man, Inc. 


1410 W. Ganson 
Jackson, Mich. 49202 
Pres.: Winter, James F. 
Vice Pres. Sls.: 

Buck, Dayton C. 


Yard Marvel Mfg. Co., Inc. 


N. 5509 Market St. 
Spokane, Wash. 99207 
Pres.: Hastings, Paul F. 


Yard Vac, Inc. 


Box 7706 
5567 Airways Ave. 
Fresno, Cal. 93727 
atte 291-6691 
res.: Mygind, Paul N. 
Vice Pres.: Dittenbir, Henry T. 
Sls. Mgr.: Clemens, Robert L. 


Yazoo Sales Co., Inc. 


P.O. Box 4207 

Jackson, Miss. 39216 

Pres.: Kerr, J. A. 

Gen. Sls. Mgr.: Kerr, J. A., Jr. 


Year-A-Round Cab Corp. 
Mankato, Minn. 

(507) 388-9381 or 387-9204 

Adv. Mgr.: Ormsby, Jerry 


Yeoman & Co. 


P.O. Box 30 

Monticello, lowa 52310 

Partners: Yeoman, Williard F.; 
Yeoman, Orvin D.; Yeoman, 
Harold R. 


York Foundry & Engine 
Works, Inc. 


912 Grant Ave. 

York, Neb. 68467 

Pres.: Freeman, R. A. 

Gen. Mgr.: Freeman, Don R. 


York Mfg. Co. 


P.O. Box 188 
Henderson, Neb. 68371 
Asst. Sls. Dir.: Oelklaus, H. M. 


York Modern Corp. 


Mill & Watson Sts. 

Unadilla, N.Y. 13849 

Gen. Mgr.: Snopkowski, John 
Adv. Mgr.: Terry, Roger 


Young, W. F., Inc. 


111 Lyman St. 
Springfield, Mass. 01101 
Pres.: Fenelon-Young, Mrs. S. 
Exec. Vice Pres.: 

Young, Wilbur F. 
Gen. $62 

Alexander, J. Kenneth 
Asst. Treas.: Finn, J. C. 


Younglove Const. Co. 
2015 E. 7th St. 
P.O. Box 1768 
Sioux City, lowa 51105 
Exec. Vice Pres.: 

Younglove, R. F. 


Youngs Mfg. Co. 


Line Lexington, Pa. 18932 
Adv. Mgr.: Segelin, Harris 


Zim Mfg. Co. 
2850 W. Fulton St. 
Chicago, Ill. 60612 
ey A 2-6622 
res.: Kukla, T. J. 
Gen. Sls. Mgr.: Kukla, A. M. 


Zimmerman, O. E. 
Henriette, Minn. 55036 
612) 679-3756 

ner: Zimmerman, O. E. 


Zimmerman Equipment Co., 
Inc. 


Suite 1219 

1808 West End 

Nashville, Tenn. 37203 
Pres.: Zimmerman, P. J. 
Plant Mgr.: Johnson, E. E. 
Secy.: Waggoner, Mary 


Zip Feed Mills, Inc. 
304 E. 8th St. 

Sioux Falls, $.D. 57102 
Pres.: Batcheller, Paul 

Purch. Agt.: Noordsy, Vernon 


Zirin Laboratories 
International, Inc. 
P.O. Box Miami 
199 W. 24th St. 
Hialeah, Fla. 33010 
ea 887-9434 
res.: Zirin, Mrs. A. 
Vice Pres.: Zirin, L. 
Secy.-Treas.: Dvorak, Mrs. M. 
Research Dir.: Zirin, Benjamin, Ph. G. 


Zonolite-Construction 
Products Div. 
W. R. Grace & Co. 


62 Whittemore Ave. 

Cambridge, Mass. 02140 

(617) 876-1400 

Adv. & Pub. Rel. Dir.: 
Strand, Philip R. 





BULLDOZER 





as WA 
Barn Broon Si 
PAMLINE Cattle Treating Sta- 
tions have been specifically 
designed to withstand com- 
mercial feedlot abuse in the 
contro! of lice, grubs, flies 
and other profit-eating para- 
sites. Superb engineering 
makes the PAMLINE a brute 
for strength and will defy 
even the roughest treatment 
for years of friction-free, 
maintenance-free service. 


TITAN 


Tank Brushes 


FARM & 
DAIRY 


BRUSHES 


FOR EVERY NEED 


The superior, durable design selected material that will do 





of these quality brushes 
assures years of service in 
maintaining sanitary condi- 
tions in farm or dairy opera- 
tions. 

Each brush is filled with a 


the best job for the particu- 
lar task for which it is de- 
signed. FLO-PAC brushes are 
fully guaranteed ... you 
can buy and sell with con- 
fidence. 


For the largest selection of farm and dairy 
brushes send for our free catalog 


YOU GET MORE WITH HIGH PRESSURE SPRAYERS 


PAMLINE offers seven High 
Pressure Sprayers to meet the 
needs of your customers from 
2 G.P.M. — 500 P.S.I. to 4 


G.P.M. — 800 P.S.1. 
PALO ALTO MFG. COMPANY 


* 
EMMETSBURG, IOWA 50536 


Circle No. 55 on Reply Cord to Get Details 


WATERERS TO FILL YOUR 
NEEDS: 

PAMLINE 500 Series ‘‘Flip- 
Top” cleans itself in seconds. 
“Flip-‘N’-Flush” designed for 
confinement feeding. 





FLOUR CITY PACIFIC COAST 
BRUSH CO. BRUSH CO. 

918 N. Third St. | 2030 E. Seventh St.f| 725 DeKalb 

Pre Minn. Los Angeles, Calif. industrial oy 
55401 90021 Decatur, Ga. 30030 





SOUTH EASTERN 
BRUSH CO. 




















Circle No. 54 on Reply Card to Get Details 
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ADVERTISING: 


Aglime sales need a fresh start 

Some methods to evaluate advertising 
effectiveness 

Effective direct mail advertising is brief, offers 
customer benefits 

Color tv ads ‘sell’ one stop image to farmers, 
pleasure horse owners 

Advertising doesn’t have to be expensive 


AGRICULTURAL CHEMICALS: 


Tom Thumb grows with big customers 
Emerging patterns of pesticide distribution 
Pesticide application is integra! part of California 
firm's complete package 
Texas ag dealer jumps on city bandwagon to 
stretch his pesticide season, sales 
ia farmer expects precise, fast service from 
ealer in the '70s : 
What the farmer expects from custom applicators Mar. = 
Major producers buy farm chemicals on dealer 
recommendation Ju 
Aerial application is ace in hole for “full service” 
illinois dealer J 
Michigan dealer fills chemical, fertilizer needs of 
apple growers 
Clint Southard specializes in weed contro! by 
appointment 
Three generations blend together for fertilizer, 
chemical business 


ANIMAL HEALTH: 


FDA's role in antibiotic regulations i 
Feed medication —why the concern? ............ Jul., p. 
20 years of progress in cattle health 
20 years of progress in swine health 


On farm calls help feeders spot health problems . Oct.,  p. 


ANIMAL HEALTH PRODUCTS: 


Georgia specialist utilizes mass merchandising ap- 
proach to sell feed, health products 

Use of packaged feed additives widespread; sur- 
vey indicates dealer is major influence 

80% of animal health product sales are proprietary 
items; 20% sthical 

lowan says: “Health products our only business” . 

On farm calls help feeders spot health problems . 


CREDIT: 


Trade credit in the fertilizer industry F 
A banker’s solution to dealer’s accounts receivable 
problems 


CUSTOMER RELATIONS: 


The corporation farm 

Guidelines to help you stage a successful farmer 
meeting 

G ia farmer expects precise, fast service from 

ealer in the ‘70s ; 

What the farmer expects from custom applicators Mar., ie. 

Major producers buy farm chemicals on dealer 
recommendation 

Service overshadows price as key factor in 
farmer's choice of fertilizer dealer (Part |) .... 

Win an argument; lose a customer 

Farmer buys fertilizer based on dealer image 
(Part 11) 

The popular sport of dealer hunting (Part III) . 


Jun. 
.Oct., p. 
.Oct., p. 


Jul., p. 
—_— p. 
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Major articles which appeared in Farm Store Mer- 
chandising in 1970 are indexed by subject matter 
and listed in chronological order of appearance for 
reader convenience. 


DEALER SURVEYS: 


Report studies feed leaders system of pricing 
in IMinois 

Emerging patterns of pesticide distribution 

Use of packaged feed additives widespread; sur- 
vey indicates dealer is major influence 

Mill survey indicates facility expansion plans; ex- 
tent of grain, farm supply, truck operations . 

80% of animal health product sales proprietary 
items; 20% ethical 

Reading the pulse of the farm store dealer 


EDITORIALS: 


Per unit sales $556,000 
Oh, for the simple life 
High yields necessary 
More for less 

A sweeping generalization 
Off-farm drying 

Stand ready to change 
Sell more in fall 

How employees “grow” 
Why suppliers fail 
Start with a plan 


EMPLOYEES: 


Employee management rates as high as money 
management 

Co-op has training center to place qualified 
operators 


FARMER CUSTOMER SURVEYS: 


The corporation farm 
1870 buying intentions of Minnesota farmers 
Major producers buy farm chemicals on dealer 
recommendation Jun 
Service overshadows price as key factor in farmer's 
choice of fertilizer dealer (Part 1) 
— nd fertilizer based on dealer image 
art 
The popular sport of dealer hunting (Part III) . 
The horse owner —a profile 
Seed market survey 


FEED: 


Promotions blend neatly into successful feed 
rogram 

Georgia specialist utilizes mass merchandising ap- 
proach to se!! feed, health products 

was * studies feed dealers system of pricing 

n Illinois 

Grain, feed firm on the move 

Feed dealers must determine costs of doing 
business 


.May, p 


PPPPPSSSPP 
wowwowwwowwwowwe~-i 


Use of packaged feed additives widespread; sur- 
vey indicates dealer is major influence 
Feed men discuss dealer vs. direct marketing . 
Customers see, feel and buy dealer’s specia! 
horse feed 
Wisconsin feed dealer has low investment but 
high tonnage — $3,000 for 3,000 tons 
New hydraulic powered feed mill marks giant 
service step for 90-year-old firm 
New mill produces complete dairy feeds; returns 
Florida firm to one-stop center May, p 
Auction buck promotion generates sales for Illinois 
feed dealer May 
Jurgens Produce & Feed Co. rates on-farm selling 
top success ingredient 
New feed mill “turning point” for Ebel of 
PE II 65s a iniecc ca-sscieins bow anidbieeleaene Aug., p. 
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Shopping center location, joint merchant pro- 
motion build sales for feed store 

Indiana firm chalks up gains with feeder pig busi- 
ness, hog and nt! contracting 

Pork club perks up hog feed sales 

Pelleting: Art or science? ..................... .Se 

lowa firm provides liquid supplement for beef and 
dairy cattle farmers 

On-farm selling, sow leasing keep new feed mill 
humming 

Feed tonnage climbs without benefit of stationary 
mill 

Grain company finds hog feediots good invest- 
ment 

Owner-supplier sales team delivers steady feed 
volume 

Veal production tied to feed sales program 


FERTILIZER, SOIL CONDITIONERS: own your own 


Tom Thumb grows with big customers 


Aglime sales need a fresh start be & 
Trade credit in the fertilizer industry Feb., p. 
Why do we give fertilizer away? .................. Mar., p. 
Georgia dealer expects precise, fast service from 

dealer in ‘70s , 
What the farmer expects from custom applicators Mar., p. 
Wells, Minn. dealer prefers in-the-field fertilizing 

blending Apr., p. 
Plan for recovering costs of fertilizer equipment . 


.Jun., p. 


Aerial application is ace in hole for “full service” 
Illinois dealer ™ * 

Michigan dealer fills chemical, fertilizer needs of 
apple growers Jun., p. 

Service overshadows price as key factor in farmer’s a 
choice of fertilizer dealer (Part 1) Jun., p. 


Custom services, year-long program profit new Now, you can co-own your own paint factory. 
dealer a = As a Farm Store dealer. It’s just one of 7 big 


te by fertilizer based on dealer image competitive edges enjoyed by dealers, who: 
a 


Soil tests, maps, records shape Anderson Farm - Make more profit per paint sale 
Service fertilizer sales Aug., p. . Own their own warehouse distributor 
Good fertilizer equipment plays key role in growth . Pay industry’s lowest merchandise costs 
of Jirdon’s custom work . Get fast delivery from seven regional 


Names, addresses of fertilizer equipment manu- warehouses 
facturers A 


g., p. . . . oo . 
ne Se listeners at county —_, ; we oo ee eaten 
says Michigan dealer Ky i 4 : : 
Good equipment, farmer meetings help Kansan - Cash in on the nationally-promoted True 
sell more fertilizer + Pp. Value name 
Three generations blend together for fertilizer, Get the facts. Mail coupon now! 
chemical business , 
“Free-flowing” fertilizer profits result of close oe = 
customer contacts » Pp. i ’ 
The popular sport of dealer hunting (Part Ill) ....Sep., p. | MERCHANDISE COSTS, FACTORY INVOICES 5 
Sales grow “tall” amongst tall corn en" AS + pLus 
Sales hit $2 million in 14 years ................. ; ws ft 


DIRECT ~goaie t -- 2% 
GRAIN HANDLING: 


Grain, feed firm on the move i wagegyee 
The future of country elevators ' year-end patr: 
Requirements of a modern grain elevator » P. Seams Lines excepted. 
Options for corn: dry, store or sell 
Grain Co. finds hog feedlots good investment ....Nov., p. 
Transportation problems said to cost lowa elevators 

$5.5 million a year 


HORSE SUPPLIES: 


Profit paths 

Tack corral sells itself in modern Texas farm 
store 

A department store approach in merchandising ‘ 
tack, western wear oo 

Horses need transportation, too . ba FARM STORES 

Customers see, feel and buy dealer’s special ; 
horse feed . 

The horse owner — a profile > EB Mail today to: 


I Ted Holmes 
MANAGEMENT: y Cotter & Company, 


' 2740 Clybourn Avenue, Chicago, Illinois 60614 

Consider a board of directors to guide business Attention Farm Store Department. 
decisions Jan., p. NAME 
Guidelines to help you stage a successful farmer a 
meeting Feb., p. § ADDRESS. 
Feed dealers must determine costs of doing 

CCL RE LEA DEERE Feb., p. E city STATE. ZIP. 
Employee management rates as high as money ee ee eee eee 


management ‘a Circle No. 56 on Reply Card to Get Details 


























i 
i 
‘ 
i 
a 
i 
i 
| 
ad 


December, 1970 FARM STORE MERCHANDISING 99 





ae x yin basic rules apply to farm stores 
0 


Good displays move customers to buy 
Develop a market profile to refine your pro- 

motions y 
What do you want: More volume or more margin? .Sep., 
Managing a family-owned business 


POWER EQUIPMENT: 


Riverton Farm & Garden Supply sells snow blowers 
all year round 

“Solve customer problems first” initiates $80,000 
sales increase 

Snowmobile market heads for wide open spaces 

1970 chain saws: Farmer, casual user cut largest 
sales slice 


PRICING: 


Report studies feed dealers’ system of pricing 
in Illinois 
Why do we give fertilizer away? ........... 
What do you do when the first question is, 
“What’s the price?” 
Service overshadows price as key factor in farmer's 
choice of fertilizer dealer (Part !) Jun., 
Stop before you cut your price .............. «0 alg 


What do you want: More volume or more margin? .Sep., 


PROMOTION: 


Promotions blend neatly into successful feed 
program 
Guidelines to help you stage a successful farmer 
meeting 
Auction buck promotion generates sales for 
ER ee .May, 
Develop a market profile to refine your pro- 
motions 
Incentives: Widely used but merits debated ......Jun., 
Shopping center location, joint merchant promo- 
tion build sales for feed store ........... Aug., 
Fertilizer buyers attentive listeners at county fairs, 
Michigan dealer says 


Pp PP P 














Wye Lhemitih 


SOIL ANALYSIS EQUIPMENT 


A series of special combination units for use in maintaining proper 
soil fertility levels for profitable plant production. These are com- 
pletely self-contained ‘'Soil Laboratories'' ready to serve on in- 
stant notice. 

Simple to operate—just follow the ‘'step by step'' instructions 
in the manual, and reliable results are obtained—no chemical 
experience necessary. 

Each unit is complete and ready to use. A typical example of 
ones ¢ and layout is illustrated. 

e STH Series offers a wide range of plant mwa onmany e 
—from 5 tests in the Model STH-5 (Humus-pH-N-P to the 
STH-14 which furnishes tests for Humus, pH, and 1/2 oe e.8. 

LaMotte Soil Equipment has served growers continuously 
since 1919. 

Send for free bulletin STH—Serles for complete Information 
and prices. 


LaMotte Chemical Products Company 


Dept. ‘'FS"' Chestertown, Maryland 21620 





Good equipment, farmer meetings help Kansan 
sell more fertilizer 

Pork club perks up hog feed sales 

Veal production tied to feed sales program 


REMODELING, EXPANSION: 


Diversified farm store asset to Saginaw (Texas) 
feed mill 

New farm store adds dimension to Michigan 
dealer’s one-stop center 

Missouri dealer’s new farm store designed for 
efficiency, sales 

New farm store adds dimension to agri-industrial 
center 

Oklahoma dealer grows with “try something new” 
approach 


SEED: 


Seed market survey 


SERVICES: 


Georgia farmer expects precise, fast service from 
dealer in '70s 

What the farmer expects from custom applicators Mar., 

Aerial application is ace in hole for “full service” 
Illinois dealer 

Service overshadows price as key factor in farmer's 
choice of fertilizer dealer (Part 1) 

Custom services, year long program profit new 
dealer 

Clint Southard specializes in weed control by 
appointment 


TOWN, COUNTRY SUPPLIES: 


Diversified farm store asset to Saginaw (Texas) 
feed mill 

New farm store adds dimension to Michigan 
dealer’s one-stop center 

Missouri dealer’s new farm store designed for 
efficiency, sales 

Virginia dealer's merchandising aimed at fulfilling 
demands of farmers, gardeners and horsemen .Apr., 

Riverton Farm & Garden sells snow blowers all 
year round 

“Solve customer problems first” initiates $80,000 
sales increase 

Snowmobile market heads for wide- open spaces .. 

1970 chain saws: Farmer, casual user cut largest 
sales slice 

North Carolina dealer turns inventory 10 times 
a year 

Vet clinic attracts traffic to W. F. Sander Co. 
of Texas 


TRENDS: 


Livestock feeds of the future 

Emerging patterns of pesticide distribution 

Use of packaged feed additives widespread; sur- 
vey indicates dealer is major influence 

The future of country elevators 

Requirements of a modern grain elevator 

Reading the pulse of the farm store dealer 











‘Fastest Growing Line 
in Agriculture today 


TUFFY BRAND 


The ony LIVESTOCK MARKERS 


complete rs More and 
line -°*£ more stock- 
men’s records 

are starting 

with Tuffy 

Markers. Out- 

sells all others 

Displays, combined. 


ol 
Assortments, etc. pen Dog a0 


© PPS reaninc mec. CO. INC. Dept. DF 
Free samples on request a4 Box 6572, St. Paul, Minnesota 55106 





Circle No. 57 on Reply Card to Get Details 
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